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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: INCREASE F&I PVR FROM OUR CURRENT $1718 PER COPY TO $2400 PER COPY BY OCTOBER 1, 2022.  INCREASED PRODUCT PENETRATION WITH OUR CURRENT PRODUCTS
	1_2: We will be averaging approximately 70-75 cars per month in the 3rd quarter of 2022.  By adding $700 of back-end profit we will increase our sales gross $49,000 per month.  A $700 increase per deal will put an additional $119 of commission in the sales persons pocket plus spiff.  Over the course of a year it will increase store gross by $588,000. When the market shifts back and front-end grosses go down, full knowledge of the benefits of F&I products and the ability to present these products will keep profit in the store. 
	1_3: Status quo is not an option.  Eventually the market will turn and if we are not prepared and if we do not have the ability to create gross profit in F&I then we will not only lose money on the bottom line but we will have turnover.  Hiring people costs money.  Training new people costs money.  People who are making money are more likely to stay.  We have to teach them how to make money, to avoid the snowball effect of turnover.
	When will you start: JULY 1, 2022
	1_6: 1. DRY ERASE STAT BOARD UPDATED DAILY WITH STONE EAGLE DATA

2. DAILY TEAM EMAILS WITH PRODUCT % AND PRODUCT GROSS STANDINGS

3. DEALERSHIP GROUP BENCHMARKS WILL BE DISPLAYED...GREEN IF YOU ARE ABOVE BENCHMARK, RED IF YOU ARE BELOW BENCHMARK

4. LISTED GOAL OF $2500 PER COPY WILL BE DISPLAYED AND A DAILY UPDATE OF WHERE WE ARE


	1_8: We already know that our New Car allocation is not going to be adjusted until the 4th quarter of 2022 which means we will sell approximately 32 New Cars per month and 40 Used per month from now through September.  The most feasible way we can  increase our Sales profitability is through our F&I office and the products that are offered.  This will require help and committment from not only our F&I department but our sales mangement and sales staff.  

1. Daily 1 on 1 sessions with Sales People and F&I managers

    -Full knowledge of all products available.  Sales people need to have the same knowledge as F&I 

    -F.A.B. Feature Advantage Benefit.  Don't just sell the car, show the customer the best way to own it

2. Daily 1 on 1 sessions with Sales people and New Car Manager and Used Car Manager

   -Plant the seeds through out demostration process

   -Thorough walk around of trade

   -Ask the right investigative questions

   -How to present a first pencil with product...Y.E.S. You Earlier Said...Using those investigative questions to counter an objection with the answers the customer gave

3. Full accountability from sales people to sales management.

*PRODUCT PENETRATION INCREASE WITH OUR CURRENT F&I MENU IS PARAMOUNT*




	1_9: 1. Execution of training with customers





2.Scheduling 1 on 1 sessions



3.Retaining knowledge from training
	1_11: 1. Early Management Intervention (EMI) and full support to the sales person from the desk

2. Follow up from GSM to make sure training is complete

3. Weekly full sales recaps and on the spot quizzing of products in group setting


